Background
There is a general consensus among scholars that immigrants contribute to the economic development of the countries they settle in (Razin and Langlois 1996) . Indeed, as noted by Zhou (2004) , ethnic entrepreneurs create new job opportunities, decrease market competition, develop new business models and increase earnings for themselves and for the country where they live.
The considerable growth of immigrant involvement in entrepreneurial activities has driven scholars worldwide to investigate the phenomenon along three main lines. The first deals with the creation of ethnic ventures in the destination country (Waldinger 1985; Sanders and Nee 1987; Aldrich et al. 1989 Cobas and DeOllos 1989; Rafiq 1992; Villar 1994; Barrett et al. 1996; Razin and Langlois 1996; Lee 1999; Chaganti and Greene 2002; Lofstrom 2002; Masurel et al. 2002; Pécoud 2004; Volery 2007; de Haas 2010; Matricano, 2011a) . The second concerns the possible growth trajectories of ethnic ventures -for example through the break-out process (Ram and Hillin 1994, Matricano and Sorrentino 2012) . Lastly, there is the focus on the creation and growth of ethnic ventures in the origin and destination countries contemporaneously -properly termed transnational entrepreneurship (Ong and Nonini 1997; Ong 1999; Guarnizo et al. 2003; Drori et al. 2009 ).
Choosing the line to follow in the present paper was relatively straightforward: migration towards Italy is a recent phenomenon in comparison to other countries (Martiniello 2000) and, consequently, immigrant participation in entrepreneurship is at an embryonic phase. Most of the ethnic ventures created in Italy are still in the early stage of their life cycle. Hence, in the present paper, we focus only on the first aspect proposed above -i.e. that concerning the creation of ethnic ventures in the destination country. In line with the growing interest shown by policy makers, scholars and practitioners, the aim of the paper is to investigate the factors affecting the creation of new ethnic ventures in the destination country and to shed some light on how immigrants perceive the context they are in. Particular attention is paid to the creation of ethnic ventures in the enclave, those parts of cities where immigrants live and work in the destination country.
Generally speaking, the creation of new ethnic ventures in the destination country can be studied according to two main theoretical frameworks. The former is based on the combination of contextual factors and characteristics of the ethnic group to which the entrepreneur belongs (Kloosterman et al. 1999 ). The latter is based on the factors pulling or pushing immigrants towards entrepreneurship (Chrysostome 2010) . Despite the development of these theoretical frameworks at an international level, in reference to the Italian context there emerges a considerable gap. Several authors have used the first theoretical framework and some interesting insights have already been found (Santi 1995; Ambrosini 2000; Palidda 2000; Ceccagno 2003; Chiesi and Zucchetti 2003) ; few authors have used the second, achieving results that do not seem robust enough (Ganzaroli et al. 2008; Chiesi 2011) . In order to reduce this gap, the theoretical model used in the present paper is based on the dualist pull vs. push factors and the research question we try to answer is: which are the factors, classified as pull or push, affecting the creation of ethnic ventures in the enclaves?
The remainder of this paper is structured as follows. Section 'The characteristics of opportunity and necessity entrepreneurs' reviews the entrepreneurial literature in order to draw the profiles of opportunity and necessity entrepreneurs and to clarify how they perceive the context they are in. Section 'Conceptual framework and hypotheses' contains the theoretical framework used to investigate the phenomenon. After defining the dependent variable -the creation of ethnic ventures in enclaves -hypotheses about pull, push and socio-demographic factors are developed. Section 'Research design' describes the process of data collection and contains the descriptive statistics. The results of the logistic regression model are presented in section 'The results of the logistic regression' and they show that housing area and age of entrepreneurs affect the creation of ethnic ventures in the enclave. In the last section, the results are discussed, conclusions are drawn and some implications for future research are proposed, despite the possible limitations.
The characteristics of opportunity and necessity entrepreneurs
As already stated, the final aim of the present paper is to determine whether immigrants in Italy can be considered opportunity or necessity entrepreneurs and to discuss how they perceive the context they are in.
In 2001 and 2002, the reports published by the Global Entrepreneurship Monitor (Reynolds et al. 2001 (Reynolds et al. , 2002 stressed the concepts of opportunity and necessity entrepreneurs and so many additional scholars (Maritz 2004; Smallbone and Welter 2004; Harding et al. 2006; Minniti et al. 2006; Sternberg et al. 2006; Block and Wagner 2007) contributed to an already existing field of research (Washington 1971; Boyd 1990; Butler 1991; Portes and Zhou 1992; Light et al. 1994; Fairlie and Meyer 1996) . Since then, the distinction between opportunity and necessity entrepreneurs has been used in reference to several topics such as policies to manage businesses, the results achieved and the survival time (Verheul et al. 2010) and in reference to different targets like female (McClelland et al. 2005; Robichaud et al. 2010) or ethnic entrepreneurs (Kerr and Schlosser 2007; Chrysostome and Arcand 2009; Chrysostome 2010) .
To make the opportunity versus necessity dualism useful for the present study, it is necessary to draw the two different profiles of opportunity and necessity entrepreneurs (Shinnar and Young 2008; Chrysostome 2010 ) and especially highlight the main differences in reference to how ethnic entrepreneurs perceive the context they are in. Generally speaking (Reynolds et al. 2001 (Reynolds et al. , 2002 , opportunity entrepreneurs start an entrepreneurial activity because they perceive a chance, an option and they try to exploit it -this is what De Freitas (1991) calls mobility motives. They recognize the context they are in as positive and so they are more prone to act in order to achieve their entrepreneurial aim. By contrast, necessity entrepreneurs are victims of unfavourable working circumstances. Accordingly, they decide to launch a new ethnic venture because they do not have any working alternative in the mainstream market (Light and Bonacich 1988; Waldinger et al. 1990; Bailey and Waldinger 1991; Feagin and Imani 1994) . They realize the negative context around them and so they perceive the achievement of their entrepreneurial aims as a challenge -this is what De Freitas (1991) calls escape motives.
According to several scholars (Shapero and Sokol 1982; Gilad and Levine 1986; Stevenson 1986; Storey 1994; Buttner and Moore 1997; Clark and Drinkwater 2000; Harding et al. 2006; Uhlaner and Thurik 2007; Robichaud et al. 2010) , some factors can be instrumental to identify opportunity and necessity entrepreneurs. Pull factors lead to the straight identification of opportunity entrepreneurs who make an intentional choice to become entrepreneurs because they are aware of their entrepreneurial capabilities (Uhlaner and Thurik 2007) . Moreover, they are 'pulled' by the need for achievement and the desire to be independent, as well as social development possibilities (Verheul et al. 2010) . Through the exploitation of an entrepreneurial opportunity, they aim to increase income, be autonomous, create their own jobs, have no boss and develop new products/services or processes (Giacomin et al. 2011) . In short, the pull factors are all the favourable, encouraging motivations that can bring immigrants closer to entrepreneurship in a positive context.
Push factors, instead, lead to the direct identification of necessity entrepreneurs who evaluate the possibility to become entrepreneurs as a response to dissatisfaction with their working conditions (Verheul et al. 2010) . This means that they are pushed towards the search and exploitation of an entrepreneurial opportunity: the decision to become entrepreneurs is due to the frustration they perceive in reference to their occupational status. In brief, push factors are all the unfavourable, overwhelming motivations that can bring immigrants closer to entrepreneurship in a negative context.
Other factors, mainly concerning socio-demographic aspects of ethnic entrepreneurs, cannot lead to directly identifying opportunity and necessity entrepreneurs. Such controversial factors, concerning the housing area, age, years of residence in the destination country, level of education and gender, can be classified as pull or push factors according to the influence they can have (Shinnar and Young 2008) . If they are perceived as favourable, then they are included among the pull factors and are useful to identify opportunity entrepreneurs; on the contrary, if they are perceived as unfavourable, they are included among the push factors and are helpful to identify necessity entrepreneurs.
Conceptual framework and hypotheses
In order to determine whether immigrants in Italy can be considered opportunity or necessity entrepreneurs, a conceptual framework is proposed. This framework enables us to test whether pull, push or socio-demographic factors (independent variables) can affect the creation of new ethnic ventures in the enclave (dependent variable).
The first group includes the pull factors such as the possibility to get start-up capital, hire employees, obtain inputs, sell outputs, overcome institutional problems, replicate a business model and exploit managerial competences. These factors are all the favourable, encouraging motivations that can bring immigrants closer to entrepreneurship in a positive context and that identify opportunity entrepreneurs. The second category comprises push factors such as lack of satisfaction perceived by immigrants in reference to their working conditions due to a probable state of unemployment and the willingness to change an unsatisfactory job. These factors are all the unfavourable, overwhelming motivations that can bring immigrants closer to entrepreneurship in a negative context and that identify necessity entrepreneurs. As already stated, the last category contains sociodemographic factors like housing area, age, number of years spent in the destination country, level of education and gender. These factors can lead to the identification of both opportunity and necessity entrepreneurs according to whether they are perceived positively or negatively by immigrants.
The relationship between the three categories of factors and the creation of ethnic ventures in the enclave is shown in Figure 1 .
Dependent variable
The dependent variable included in the theoretical model is the creation of new ethnic ventures -generally speaking, new ventures can be considered as the nexus of entrepreneurial actions (Sorrentino 2012 ) -in the enclave. As was stated above, the enclaves are welllimited areas of cities where immigrants live and work (Light et al. 1994; Portes 1995; Light and Gold 2000) . The choice of this dependent variable is in line with the evolution of the studies on ethnic entrepreneurship. Over the years, several scholars have underlined the relevance of the enclave and very interesting studies have been conducted (Boyd 1990; Peterson and Roquebert 1993; Light et al. 1994; Portes 1995; Razin and Langlois 1996; Basu 1998; Kloosterman et al. 1999; Le 2000; Light and Gold 2000; Flota and Mora 2001; Kloosterman and Rath 2001; Clark and Drinkwater 2002; Kloosterman 2003; Parker 2004; Zhou 2004; Volery 2007) . Among them, Basu (1998) , for example, has investigated three enclaves (Indian, Bengali and Pakistani) in the UK in order to compare inclinations towards entrepreneurship between different ethnic groups in their enclaves. Kloosterman (2003) carried out a similar study in the Netherlands, while Zhou (2004) focused his attention on Chinatown, the Chinese enclave in New York. Italian studies about enclaves show a certain delay since some ethnic groups have not yet created their own enclave and so they do not live and work inside it. However, the cases of established enclaves that have been studied deal with the African and Chinese enclaves in Milan (Breveglieri et al. 1997 (Breveglieri et al. , 2000 and, perhaps the most famous case, the Chinese enclave in Prato (Bressan et al. 2008) .
All these studies underline the importance of enclaves and confirm our choice to consider as a dependent variable of the conceptual framework the creation of new ethnic ventures in the enclave. As for the methodological aspects, the creation of an ethnic venture in the enclave is measured as a binary variable coded 0 if the ethnic venture was created outside the enclave, and 1 if the venture was created inside the enclave.
Independent variables and hypotheses

Pull factors
The group of pull factors includes the factors that allow identification of opportunity entrepreneurs who start up an entrepreneurial activity because they perceive a chance and then try to exploit it. They recognize the context they are in as positive and so they act in a very committed way in order to achieve their final goal.
Start-up capital In line with the entrepreneurial literature, start-up capital is one of the main factors affecting the creation of new ethnic ventures in the enclave (Light 1972; Kim and Hurh 1985; Ram 1994; Ram and Deakins 1996; Bates 1997; Deakins et al. 1997; Lee et al. 1997; Fadahunsi 2000; Chrysostome and Arcand 2009) . Immigrants who are engaged in the creation of new ethnic ventures need to evaluate all the possible sources of start-up capital that may be personal savings, family, friends or banks.
According to several scholars (Kim and Hurh 1985; Yoon 1991; Bates 1997) , personal savings and loans from the family represent very important sources of start-up capital. In reference to both, immigrants' families play an important role: they can help the ethnic entrepreneur to save a start-up capital or they can save money and then loan it (Nee and Nee 1973; Basu and Altinay 2002) . The main characteristics of support that ethnic entrepreneurs can obtain from their families are as follows: there is no formal application process and there are no interest rates to pay (Chrysostome and Arcand 2009) and, in addition, there is no loan repayment deadline. Accordingly, the support offered by the family represents a promising opportunity on which immigrants can leverage in order to create a new ethnic venture. Thus, it may be hypothesized that H1: The more favourable are conditions for saving start-up capital or accessing startup capital loaned by family members, the higher is the likelihood of creating ethnic ventures in the enclave.
The members of the ethnic group also represent possible funders who can provide start-up capital. According to Ram (1994) , the choice to loan start-up capital to members of the same ethnic group is one of the best examples of solidarity among immigrants. Of course, the loan of start-up capital takes place when the ethnic social network is very strong (Yoon 1991; Bates 1997; Deakins et al. 1997; Lee et al. 1997) ; otherwise, there is no support between co-ethnic members. The importance of start-up capital loaned by other members of the ethnic group is due to the fact that the positive aspects underlined above in reference to the family (no application process, no high rates of interest and no deadline to pay it back) are still valid. Also in this case, the above encouraging aspects denote an opportunity to exploit in a positive context. Therefore, it may be hypothesized that H2: The more favourable are conditions for access to start-up capital loaned by members of the ethnic group, the higher is the likelihood of creating ethnic ventures in the enclave.
Generally speaking, immigrants have to overcome several difficulties in order to access start-up capital from formal local institutions (Light 1972; Ram and Deakins 1996; Deakins et al. 1997; Lee et al. 1997; Kloosterman et al. 1998) . However, according to a report published by the Bank of England (1999), financing problems faced by ethnic entrepreneurs are similar to those encountered by local entrepreneurs. Hence, the main reason why ethnic entrepreneurs do not obtain start-up capital from local banks can be sought in the theory of 'discouraged borrowers' (Kon and Storey 2003; Fraser 2009 ). According to this theory, ethnic entrepreneurs wrongly perceive access to local start-up capital as disproportionately difficult and so they tend to prevent themselves accessing start-up capital loaned by local banks. This theory seems to be confirmed by the fact that increasing numbers of institutions implement policies to finance entrepreneurial projects by immigrants (Hussain and Martin 2005; Irwin and Scott 2006; Hussain and Matlay 2007; Chrysostome 2010) . Some examples are provided by the US government that supports Minority Business Enterprise Programs; in Canada, the Maytree Foundation supports the Immigrant Employment Loan Program, and the Mennonite Central Committee (MCC) Employment Development supports the Immigrant Access Fund (Atallah and Rebelo 2006) . As noted in a report published by the Italian Bankers Association -ABI (2008), also in Italy, several banks have launched dedicated initiatives to offer services to immigrants (see also CeSPI 2004). All these programmes, conceived and implemented in favour of immigrants, represent a chance for them to obtain the necessary start-up capital. Thus, it may be hypothesized that H3: The more favourable are conditions for access to start-up capital loaned by local banks, the higher is the likelihood of creating ethnic ventures in the enclave.
Employees Another important factor that can affect the creation of ethnic ventures in the enclave deals with co-ethnic employees who share the same ethnic background as the entrepreneur (Bonacich and Modell 1980; Evans 1989; Waldinger et al. 1990; Zhou 1992; Bates 1994; Basu and Goswani 1999; Basu and Altinay 2002; Min and Bozorgmehr 2003; Altinay and Altinay 2006) . The importance of co-ethnic workers is due to several reasons. First of all, co-ethnic workers are familiar with the customs and language of the entrepreneur. They know the right manners to be used and how to interact with co-ethnics. The most important aspect to underline is that the ability to speak the same language makes relationships with suppliers and customers much easier. Secondly, co-ethnic workers are low-cost, loyal and willing to accept demanding work schedules. This mainly occurs because of informal ties with their employer.
As a rule, employees can be members of the family or of the same ethnic group (Portes 1995) . In the first case, when employees are family members, informal ties are very strong. Indeed, the family-oriented workplace inspires loyalty, flexible work practices, higher productivity, better communication through a shared family language, lower transaction costs (wages) and informal decision making (Kerr and Schlosser 2007) . Hiring employees from the same family is an encouraging option through which the family is confirmed as the primary basis of trust and collective action (Boyd 1989; Waldinger et al. 1990 ). Hence, it may be hypothesized that H4: The more favourable it is to employ family members, the higher is the likelihood of creating ethnic ventures in the enclave.
Even if the employees do not belong to the original family but to the ethnic group, the ties linking the employer and the employees still remain strong. Ethnic entrepreneurs request co-ethnic employees since the recruitment process is easier (it usually happens by word-of-mouth) and the necessary training is much easier since it is based on a shared cultural background (Wilson and Portes 1980; Waldinger 1986; Waldinger et al. 1990; Maxim 1992) . Also in this case, the chance to hire employees is an important aspect that pulls immigrants towards entrepreneurship. Therefore it may be hypothesized that H5: The more favourable it is to employ members of the ethnic group, the higher is the likelihood of creating ethnic ventures in the enclave.
Ethnic entrepreneurs may be inclined to create a new venture in the enclave and to identify as their main target other ethnic groups -for example the local people (Ram and Hillin 1994; Ram and Deakins 1996; Deakins et al. 1997; Pio 2007 ). If this happens, then ethnic entrepreneurs are interested in hiring employees who do not belong to the family of origin or their own ethnic group (Portes 1995) but to the local group of reference. The ability to communicate with others by speaking their own language is a very important aspect to leverage on in order to establish a trust-based relationship and to conclude a transaction. Being able to hire employees of other ethnic groups is a major opportunity on which the immigrant can leverage. Hence, we may hypothesise that H6: The more favourable it is to employ members of other ethnic groups, the higher is the likelihood of creating ethnic ventures in the enclave.
Suppliers Generally speaking, when immigrants decide to create a new ethnic venture in the enclave, they offer an ethnic product. As highlighted by Chrysostome and Arcand (2009) , by ethnic product we mean ethnic food, ethnic newspapers, ethnic clothes or ethnic goods. All the ethnic products are linked to the same culture shared by the entrepreneur, the potential customers and the effective suppliers. This is what Pio (2007) calls ethnicity. To guarantee the ethnicity of the products, ethnic entrepreneurs usually refer to ethnic suppliers who are inside the ethnic group and so are aware of the product most demanded by customers. The decision to refer to co-ethnic suppliers may also be due to informal credit policies. As noted by Walton-Roberts and Hiebert (1997), suppliers can extend credit with few concerns over repayment, since reputations are widely established and this can be a major advantage for ethnic entrepreneurs.
Suppliers of ethnic products can be members of the ethnic group who have moved to the destination country or they can still live in the country of origin. If the suppliers belong to the same ethnic group and they live in the destination country, business transactions are likely to have a very fast time-to-market and, above all, they are likely to be safe and successful because of the loyalty in the ethnic group (Wilson and Portes 1980) . These are positive aspects that reduce the risk usually linked to business transactions and pull immigrants towards entrepreneurship. Thus, it is reasonable to hypothesise that H7: The more favourable it is to purchase inputs from suppliers who are inside the ethnic group in the destination country, the higher is the likelihood of creating ethnic ventures in the enclave.
If the suppliers belong to the same ethnic group and live in the country of origin, entrepreneurs need to leverage on international support mechanisms (Portes and Bach 1985; Waldinger et al. 1990; Zhou 1995) . These mechanisms, of course, are still safe and successful like those implemented with suppliers in the destination country since they all are trust-based. This is a very positive aspect that can pull immigrants towards entrepreneurial activities and, above all, can prevent local entrepreneurs from being in contact with the same ethnic suppliers. Accordingly, it is reasonable to hypothesise that H8: The more favourable it is to purchase inputs from suppliers who are inside the ethnic group in the country of origin, the higher is the likelihood of creating ethnic ventures in the enclave.
Ethnic entrepreneurs can also pursue opportunities that derive from the economic context in the destination country by offering products that are not ethnic. This generally happens in those industries that native entrepreneurs do not consider so profitable. The lack of native entrepreneurs creates vacancies for ethnic entrepreneurs who can replace them -this is what Aldrich and Reiss (1976) and Waldinger et al. (1990) call ecological succession. As noted by Ma Mung (1992) , it is very common to find ethnic entrepreneurs who buy non-ethnic products from local suppliers in order to satisfy customers from other ethnic groups or locals. The fact that immigrants can establish contact with local suppliers constitutes an opportunity on which they can leverage in order to become entrepreneurs. Thus, it is reasonable to hypothesise that H9: The more favourable it is to purchase inputs from supplies belonging to other ethnic groups, the higher is the likelihood of creating ethnic ventures in the enclave.
Markets Prior evaluations of the size and characteristics of potential and actual markets are required to decide whether or not to create a new ethnic venture (Ram and Hillin 1994; Ram and Deakins 1996; Deakins et al. 1997; Ambrosini and Abbatecola 2002; Pio 2007 ). This decision is far from straightforward. Similarly to what happens in the mainstream market, assessment will concern the actual or potential market. Of course, in both cases, immigrants need to collect information about the ethnic community (Zhou 2004) .
As regards the actual market, ethnic entrepreneurs can decide to sell their output to the members of the immigrant community itself ) who already ask for them. If immigrants acknowledge, there is an already existing market, then the choice of whether or not to create a new venture is easy. Being in close contact with the existing market makes assessment of the market itself very easy and this can pull immigrants to be involved in entrepreneurship. Thus, it may be hypothesised that H10: The more favourable it is to sell ethnic products to already existing ethnic markets, the higher is the likelihood of creating ethnic ventures in the enclave.
In reference to the potential market, evaluation is more complex ). Ethnic entrepreneurs may realize that there is a certain demand for ethnic products from their co-ethnics but this demand is still unsatisfied. In this case, they have to create an ethnic market. Trust-based relationships are a good starting point but then ethnic entrepreneurs need to use business levers such as small credit policies, small gifts or special prices in order to make the demand grow ). The main difficulty could be in assessing the quantity of products potentially required by co-ethnic members but the aspiring entrepreneur is supposed to know the ethnic network he belongs to. If evaluation is feasible, and hopefully it is positive, then immigrants are pulled towards entrepreneurship. So, it may be hypothesised that H11: The more favourable it is to sell ethnic products to potential ethnic markets, the higher is the likelihood of creating ethnic ventures in the enclave.
As noted above, ethnic entrepreneurs can substitute entrepreneurs belonging to the native community or another group due to ecological succession (Aldrich and Reiss 1976; Waldinger et al. 1990 ). In other words, this means that native entrepreneurs seek opportunities in more profitable industries and thus give ethnic entrepreneurs the chance to replace them. Of course, the choice of which industry to enter is not arbitrary. Ethnic entrepreneurs, like all entrepreneurs in the broader sense, evaluate the potential market (Ram and Hillin 1994; Ram and Deakins 1996; Deakins et al. 1997; Pio 2007) . They try and estimate the quantity of products demanded by potential customers (members of the native community or of another one) in order to establish whether or not it is worth launching a new entrepreneurial activity. If the results of estimations are encouraging, then immigrants are pulled towards entrepreneurship. Accordingly, it may be hypothesised that H12: The more favourable it is to sell output to other ethnic groups, the higher is the likelihood of creating ethnic ventures in the enclave.
Institutional problems Generally speaking, institutions should help citizens in their own business activities and in entrepreneurship by providing assistance for the creation of new ventures (Baumol 1990; Gohmann et al. 2008 ). More specifically, in reference to ethnic entrepreneurship, institutions should offer various services like counselling, tax incentives and credit assistance programmes -although their relevance has been questioned (Maggioni et al. 1999 ) -to support immigrant involvement in entrepreneurship (Minniti 2008) .
Reality is, however, different: institutions do not seem to favour immigrant involvement in entrepreneurship. Problems in communication -due to different languages -and difficulties in translating the required certificates are only some of the most common examples of bureaucratic barriers that can prevent immigrants from obtaining the necessary papers to create new ethnic ventures in the enclave. However, the emergence of bureaucratic or institutional problems (Sassen 1991; Daniels 1993; Daniels and Lever 1996) does not seem to discourage immigrants who can easily overcome them by leveraging on themselves -need for achievement and desire to be independent (Verheul et al. 2010 ) -or on their ethnic network. In both the cases, immigrants are pulled towards entrepreneurship by positive levers that seem to favour the pursuit of entrepreneurial opportunities. In this vein, it may be hypothesised that H13: The more favourable it is to overcome institutional problems, the higher is the likelihood of creating ethnic ventures in the enclave.
Business model Ethnic entrepreneurs may decide to create a new venture in the enclave just by replicating a business model they already know. According to some scholars (Waldinger 1986; Waldinger et al. 1990; Chrysostome and Arcand 2009) , immigrants seek to reproduce in the destination country a successful business model they already know by reducing or even avoiding the possible mistakes that can emerge. Of course, the possibility of replicating a business model is based on the assumption that the external context offers similar opportunities to pursue or, in other words, that the context is favourable to ethnic entrepreneurship. Therefore, it may be hypothesised that H14: The more favourable it is to replicate a business model, the higher is the likelihood of creating ethnic ventures in the enclave.
Managerial competences As noted by Zhou (2004) and by Chrysostome and Arcand (2009) , immigrants can learn and develop managerial competences which comprise the establishment of relationships with stakeholders, the allocation of human resources, adjustment to market demands and facilitation of communication within the organisation (Vinogradov and Isaken 2008) . To explain how immigrants can develop managerial competences, Waldinger et al. (1990) provide a useful and very interesting example. Usually, in ethnic restaurants, a new employee can start working as dishwasher. Through learning by doing and observation, the newcomer can aspire to be a sandwich person, a cook or, eventually, to open his/her own restaurant. Generally speaking, ethnic entrepreneurs can improve their managerial competences by on-the-job training. In this vein, the context is assumed to be favourable to ethnic entrepreneurship and so it may be hypothesised that H15: The more favourable it is to exploit managerial competences acquired on-thejob, the higher is the likelihood of creating ethnic ventures in the enclave.
As for methodological aspects, all the factors classified as pull are measured as a binary variable coded 0 if they are perceived as unfavourable in reference to the creation of ethnic ventures in the enclave and coded 1 if they are perceived as favourable.
Push factors
Push factors concern unemployment or unsatisfactory occupational status. These factors lead to direct identification of necessity entrepreneurs. This means that individuals view the possibility to become entrepreneurs as a response to dissatisfaction with their working conditions and thus they perceive the context they are in as negative.
Unemployment As stated above, immigrants who act as necessity ethnic entrepreneurs undergo exclusion from the labour market of the local community (Moore 1983) . The main risk they have to face is unemployment. This may be due to discrimination from a local employer and to consequent exclusion from the mainstream labour market. Alternatively, it may be due to the perception that job offers in the mainstream labour market are unsuited to their skills and capabilities.
The state of unemployment and, above all, the consequent lack of requisites -like wages and lodgings -necessary to stay in the destination country (Wilson and Portes 1980; Light et al. 1994; Ram 1994; Phizacklea and Ram 1996; Kloosterman et al. 1998; Deakins 1999; Mata and Pendakur 1999; Johnson 2000; Drori et al. 2009 ) leads immigrants to perceive a negative context around them. As a consequence, the discouraging aspects mentioned above can push immigrants towards entrepreneurship. Indeed, the creation of a new ethnic venture in the enclave represents an escape that immigrants are compelled to evaluate. According to the above reasoning, it sounds reasonable to hypothesise that H16: The less favourable is the situation associated with unemployment, the higher is the likelihood of creating ethnic ventures in the enclave.
Previous work In some contexts, immigrants can be included in the mainstream labour market but, because of their ethnicity, they can be discriminated against by local employers. Discrimination can take different forms: usually, it involves underpayment in relation to working hours, unsatisfactory assignments as regards the skills possessed, or unsuitable tasks in reference to the immigrant's education level (Min and Bozorgmehr 2003) . According to Waldinger et al. (1990) , the willingness to leave an underpaid, unsatisfactory, and unsuitable job can lead immigrants to view the creation of new ethnic ventures in the enclave as the only possible alternative. Therefore, it may be hypothesised that H17: The less favourable are the working conditions related to the previous work, the higher is the likelihood of creating ethnic ventures in the enclave.
As for methodological aspects, also in this case, all the factors classified as push are measured as a binary variable coded 0 if they are perceived as unfavourable in reference to the creation of ethnic ventures in the enclave and coded 1 if they are perceived as favourable.
Socio-demographic factors
The last category contains socio-demographic factors. This group of factors includes the housing area, age, the number of years spent in the destination country, level of education and gender. The nature of these factors is controversial. As stated above, if they are perceived as favourable, then they are included among pull factors and are useful to identify opportunity entrepreneurs. By contrast, if they are perceived as unfavourable, they are included among push factors and are helpful to identify necessity entrepreneurs.
Housing area According to Portes (1995) , one of the main factors affecting ethnic entrepreneurship can be identified with the choice of living in the enclave or outside it. The ethnic social network developed in the enclave plays an important role among immigrants (Portes and Zhou 1992; Zhou 2004; Deakins et al. 2007 ; Katila and Wahlbeck 2011) since informal ties are stronger if the subjects involved are geographically close. Geographical proximity increases trust and reciprocal respect, verbal encouragement (Allen 2000) and, above all, emotional support (Min 1992; Martes 2000; Chrysostome and Arcand 2009) . Emotional support emerges in reference to both problems and opportunities concerning private and working life. According to the above, if immigrants decide to live in the enclave then the possibility of meeting co-ethnic members can increase and this, in turn, can generate greater emotional support between the parties concerned. Such support can cover both the private and working spheres and can thus also play a critical role in creating new ethnic ventures in the enclave. Since immigrants are encouraged and supported in starting a new venture, it may be hypothesised that H18a: The more favourable is the housing area, due to the decision to live in the enclave, the higher is the likelihood of creating ethnic ventures in the enclave.
Immigrants, of course, may be compelled to live outside the enclave, especially in order to reduce housing costs . Despite the economic benefit they can obtain, what is much more important is the relational sacrifice they have to undergo: by living outside the enclave, immigrants experience a sort of isolation from their ethnic group that may lead to dissatisfaction. Under such circumstances, creating an ethnic venture is a great challenge for immigrants. Hence, we may offer a rival hypothesis according to which H18b: The less favourable is the housing area, due to the decision to live outside the enclave, the higher is the likelihood of creating ethnic ventures in the enclave.
As for methodological aspects, the housing variable is measured as a binary variable coded 0 if the ethnic entrepreneurs live outside the enclave and they perceive this choice as unfavourable, and coded 1 if the ethnic entrepreneurs live inside the enclave and they perceive the situation as favourable.
Age Another factor that can affect the creation of new ethnic ventures in the enclave is age. According to Reynolds et al. (2002) and to Shinnar and Young (2008) , opportunity entrepreneurs are older than necessity entrepreneurs. In the enclave, co-ethnic members can use age as a primary parameter to evaluate whether or not to support aspiring entrepreneurs either informally (Johannisson 1993; Ram 1994; Kloosterman et al. 1998 ; Van Delf et al. 2000) or formally (Yoon 1995; Gold 2001; Guarnizo et al. 2003) . Old immigrants are assumed to be better known -because of their previous working experience -than young immigrants. The trust-based support offered by co-ethnic members to old immigrants can be seen as a helpful situation to be exploited. It thus appears possible to hypothesize that H19a: The more favourable is the situation that old immigrants perceive, the higher is the likelihood of creating ethnic ventures in the enclave.
Young immigrants experience the opposite situation (Shinnar and Young 2008) . They are less well known by co-ethnic members -because they often have no previous working experience -and it is therefore harder to find co-ethnic members offering trustbased support. The scarce support they enjoy and the possible discrimination they undergo can be the main drivers pushing young immigrants towards entrepreneurship. Accordingly, it is reasonable to hypothesise that H19b: The less favourable is the situation that young immigrants perceive, the higher is the likelihood of creating ethnic ventures in the enclave.
As for methodological aspects, the age variable is measured as a continuous variable transformed into a dummy according to the median value (40 years old). It is coded 0 if the ethnic entrepreneurs are younger than 40 years old and coded 1 if the entrepreneurs are 40 years old or more.
Years spent in the destination country Neither theoretical nor empirical previous studies show any kind of relationship between age and years spent in the destination country. Indeed, it is possible to find both old and young immigrants who have just moved to destination country or who have already been settled there for a long time. According to the above, the years spent in the destination country can be considered a stand-alone variable that allows us to inquire whether immigrants exploit an opportunity or face a state of necessity (Fregetto 2004; Volery 2007; Shinnar and Young 2008) .
Unlike age, the number of years spent in the destination country defines immigrants' relationship with the local context rather than with the ethnic community (Volery 2007) . Long stays in the destination country make immigrants familiar with the language of the country as well as local skills, customs and rules (Fregetto 2004) . Thus, in the case of long stays in the destination country, immigrants are advantaged in creating new ethnic ventures. Hence, it seems reasonable to hypothesise that H20a: The more favourable are the external circumstances that immigrants perceive due to long stays in the destination country, the higher is the likelihood of creating ethnic ventures in the enclave.
By contrast, staying little in the destination country means that immigrants are unlikely to be proficient in the destination country language, or they might not have necessary skills or be familiar with practices and rules. Thus, in the case of short stays in the destination country, immigrants are excluded from the mainstream labour market. As a consequence, they may come face to face with illicit activities or are pushed to consider entrepreneurship as an escape (Volery 2007) . Thus, it is reasonable to hypothesise that H20b: The less favourable are the external circumstances that immigrants perceive due to short stays in the destination country, the higher is the likelihood of creating ethnic ventures in the enclave.
As for methodological aspects, the variable years spent in Italy is measured as a continuous variable that is transformed into a dummy according to the median value (10 years). It is coded 0 if the stay in Italy is shorter than 10 years, and 1 if the stay in Italy is 10 years or longer.
Level of education Another factor that can affect the creation of ethnic ventures in the enclave is the level of education Johnson 2000; Min and Bozorgmehr 2000; Robb and Fairlie 2007; Shinnar and Young 2008) . Previous studies show that the relationship between the level of education and the decision to start a new venture is not so obvious. On the one hand, some scholars, like Bates (1989) and Sequeira and Rasheed (2006) , openly support the idea of a positive impact between the level of education and involvement in entrepreneurial activities. Hence, the higher is the level of education, the higher is the involvement in entrepreneurial activities: after achieving a high level of education, immigrants can look for several working alternatives, including the creation of a new ethnic venture. In line with the above reasoning, it is possible to hypothesise that H21a: The more favourable are the working alternatives that immigrants can evaluate because of a high education level, the higher is the likelihood of creating ethnic ventures in the enclave.
On the other hand, some scholars point out that the level of education can be a barrier to entrepreneurial activity. Christopher (1998) and Volery (2007) , for example, maintain that ethnic entrepreneurs seek entry to markets where the level of education does not represent an entry barrier. Very often, immigrants with a low level of education are driven towards entrepreneurship by a state of necessity. According to this, it may be hypothesised that H21b: The less favourable are the working alternatives that immigrants can evaluate because of a low education level, the higher is the likelihood of creating ethnic ventures in the enclave.
As for methodological aspects, the variable level of education is measured as a discrete variable that is transformed into dummy according to the median value (primary school). It is coded 0 if ethnic entrepreneurs attended primary school and it is coded 1 if ethnic entrepreneurs attended high school or university.
Gender Generally speaking, since entrepreneurship has always been considered an activity for men, female entrepreneurship has been considered a limited phenomenon (Buttner and Moore 1997; Moore and Rickel 1980) . Several scholars (Kalleberg and Leitch 1991; Fischer et al. 1993; Anna et al. 1999; Brush et al. 2001; Wagner 2005; Giacomin et al. 2007; Clark and Drinkwater 2010) have underlined the fact that women are expected to be less inclined towards entrepreneurship than men because of the segregation they usually undergo. In reference to ethnic entrepreneurship, this appears even truer: many cultures do not accept that women can work and they do not even conceive of the possibility that women can become entrepreneurs. This means that men can get a sort of support if they aspire to become entrepreneurs but women cannot. As a consequence, men perceive the context they are in as favourablesince they are allowed to become entrepreneurs -while women feel the context around them is unfavourable -since they are impeded from becoming entrepreneurs. Thus, two rival hypotheses are presented:
H22a: The more favourable is the gender-related treatment usually reserved for males, the higher is the likelihood of creating ethnic ventures in the enclave.
H22b: The less favourable is the gender-related treatment usually reserved for females, the higher is the likelihood of creating ethnic ventures in the enclave.
As for methodological aspects, the gender variable is measured as a binary variable coded 0 if the ethnic entrepreneur is female and coded 1 if the ethnic entrepreneur is male.
Research methods
Defining the population and the context to inquire
The present study relies on data obtained through a questionnaire survey administered to a sample of fifty Ukrainian entrepreneurs in Caserta, one of the municipalities in Campania, a region in southern Italy. The decision to focus on Ukrainian entrepreneurs in Caserta is due to the importance achieved by ethnic entrepreneurship in the area and by the ethnic group in question (Matricano 2011b) . According to the report Immigratimprenditori in Italia published by Fondazione Ethnoland 2009 (the last edition available when the research project was planned) there are 165,114 ventures founded by immigrants in Italy. Their Italy-wide distribution is not uniform (see Table 1 ): regions like Lombardy, Emilia Romagna, Piedmont, Tuscany, Veneto and Lazio seem to be the best contexts to start new ethnic ventures. Other regions, like Umbria, Valle d'Aosta, Basilicata and Molise do not. Since Campania ranks seventh in the list, it is a prolific context for ethnic ventures.
Several differences arise from the municipalities included in Campania so it was resolved to focus on just one of the municipalities. To do this, data on the distribution of immigrant ventures in the municipalities in Campania were examined ( Table 2 ). The total number of immigrant ventures in Campania is 4,222.
The above-cited data help to clarify why the questionnaire survey was conducted in Caserta: this is the municipality that shows the highest percentage (55%) of ethnic ventures in Campania. As for the ethnic group to be interviewed, the choice is based on data provided by the XX Rapporto Caritas-Migrantes, Dossier Statistico 2010 (the latest edition available when the research project was planned). The total number of immigrants in Campania is 147,057, and may be classified as follows (Table 3) according to country of origin.
As may be noted, the Ukrainian community is the most numerous in Campania, which justifies the choice to analyze it. By combining the official data about immigrants and their ventures, the choice to focus on Ukrainian entrepreneurs in Caserta appears much more than reasonable.
Data collection and descriptive statistics
After deciding to focus on Ukrainian entrepreneurs in Caserta, we proceeded with sample selection. According to the report Immigratimprenditori in Italia published by Through the same key informants and thanks to word-of-mouth, a sample of 50 Ukrainian entrepreneurs in Caserta was identified, which appears to be highly representative of the category in question. Since some immigrants provided unclear answers, 42 questionnaires out of the administered 50 were considered valid. After collecting and recording data, we proceeded with the descriptive statistics that are a first step towards identifying the determinants affecting the creation of Ukrainian ventures in the enclave in Caserta (Table 4) . First of all, attention is paid to the creation of ethnic ventures in the enclave -the dependent variable in the model. According to evidence provided, 73.8% of the interviewees created their ethnic venture in the enclave.
With regard to the descriptive statistics concerning pull factors, in terms of sources of capital, the results are very clear. All the interviewees stated they had invested capital of their own or that of their family (100%). A few of them had received capital from members of the same ethnic group (4.8%). None of the Ukrainian entrepreneurs used capital loaned by local banks.
In terms of employee nationality, very few Ukrainian entrepreneurs employed members of their family (4.8%) or of their ethnic group (40.5%). None of the Ukrainian entrepreneurs in Caserta stated that they took on employees of different ethnic groups.
With reference to the markets for buying inputs, it is important to state that entrepreneurs offering services are not included. Hence, the results refer to 22 entrepreneurs dealing with manufacturing, processing and selling of products. However, it emerges that more than half of the sample acquires inputs from the country of origin (54.6%) and that few of the interviewees buy inputs from other members of the ethnic group in Italy (13.6%). Just less than one-third of the sample (31.8%) acquires inputs from different ethnic groups, especially from Italian suppliers.
With reference to the market for selling outputs, nearly all the entrepreneurs of the sample sell their products/services to the Ukrainian community in Caserta (97.6%). More than half the sample (57.1%) stated that the idea to create a new venture depended on the potential demand for ethnic goods/services. Many of the Ukrainian entrepreneurs (80.5%) sell their products/services to other ethnic groups, too, Italians included.
The interviewees asserted that they could easily overcome the difficulties linked to bureaucratic procedures, i.e. papers to dispatch or permission to be obtained from local government (85.7%). More than half of the sample (52.4%) wanted to replicate a business model already tested while 21.4% wanted to exploit competences acquired on-the-job.
As for push factors, 64.3% of the sample were driven to create a new venture to get out of unemployment while 7.1% was motivated by the possibility to leave their previous work.
Finally, in terms of socio-demographic factors, 45.2% stated they live in the Ukrainian enclave. As for age, 47.6% of them are 40 years old or over and 52.4% are younger; 66.7% out of the sample had been living in Italy for more than 10 years. As for the level of education, 71.4% had a high school certificate or higher (degree, PhD). Finally, as for gender, most of the sample (71.4%) was made up of male entrepreneurs. 
Results
The results of the logistic regression
At this stage, more research is needed in order to investigate whether pull or push factors affect Ukrainian entrepreneurship in Caserta. Different statistical methods (connections matrix and logistic regression model) are applied in reference to the creation of ethnic ventures in the Ukrainian enclave in Caserta (Table 5) .
Further investigations of the variables and their connections provided no indication of multicollinearity among the predictor variables. Thus, in order to determine the factors affecting the creation of ethnic ventures in the enclave, a logistic regression model was used. The basic model that was estimated is
where βi (i = 0, …, 22) are the coefficients and the independent variable is log (P i /1 − P i ), i.e. the logarithm of the ratio of the probability that a Ukrainian immigrant in Caserta has created an ethnic venture in the enclave relative to the probability that the same Ukrainian immigrant has not created an ethnic venture in the enclave. By using a forward Wald approach, our results show that only two factors are statistically significant, namely housing area and age (Table 6 ). Some variables (saved capital, capital rent from local banks or different sources and employees from other ethnic groups) are constant in the model and are therefore automatically excluded when proceeding with logistic regression.
As may be noted in Table 6 , the equation has good predictive power, with 88.1% of correct predictions. The value of Nagelkerke R 2 (pseudo R 2 ) is 0.316, which is reasonable for qualitative dependent variable models. Furthermore, the computed value of the likelihood ratio (10.064) is much larger than the critical value of the chi-squared statistics with two degrees of freedom at the 5% level. As a result, the null hypothesis, based on the assumption that all the parameter coefficients are zeros, is strongly rejected and hence the model is significant. Based on the above results, the creation of ethnic ventures in the Ukrainian enclave in Caserta is affected by 1. Housing area: The Ukrainians who do not live in their enclave show a higher probability of creating a new venture in the enclave than those living in the enclave (the coefficient β for housing area is 0.130). 2. Age: The Ukrainians who are younger than 40 years old show a higher probability of creating a new venture in the enclave than those over 40 years old (the coefficient β for age is 0.146).
In sum, none of the factors that are included in the group of pull and push factors affect the choice to start an ethnic venture in the enclave. Two of the socio-demographic factorsliving outside the enclave and being younger than 40 -do that. In line with the rationales presented above, these results show that Ukrainian entrepreneurs perceive the context around them as negative. The choice to live outside the enclave and the fact of being younger than 40 years old are seen as unfavourable motivations and are thus ascribed to push Constant independent variables excluded from the model: H1 -Start-up capital personally saved or loaned by family members (PFC); H3 -Start-up capital loaned by local banks (LBC); H6 -Employees belonging to other ethnic groups (OEGE). *p < 0.01; **p < 0.05; ***p < 0.1.
factors. Accordingly, it seems reasonable to assume that the Ukrainians in Caserta are necessity entrepreneurs.
Discussion and conclusion
The present paper investigated the factors that can affect the immigrants' choice to create a new venture in the enclave in order to test whether the Ukrainians in Caserta are opportunity or necessity entrepreneurs and to clarify how immigrants perceive the context around them. According to statistical elaborations only two socio-demographic factors affect the immigrant's choice to create a new venture in the enclave: housing area and age. As already stated, the Ukrainians show a higher probability of creating a new venture in the enclave if they do not live in their enclave and are younger than 40 years old. Number of cases = 42; chi-square of Omnibus test (df) = 10.064 (2); Nagelkerke R 2 (pseudo R 2 ) = 0.316; percentage of correct predictions = 88.1%; *p < 0.01; **p < 0.05; ***p < 0.1. Some insights may be gleaned from reflecting on the above results: Ukrainian entrepreneurs seem to undergo both social exclusion and discrimination on the part of their ethnic group. Social exclusion is evident in reference to the housing area. As anticipated, by living in the enclave, immigrants support each other through reciprocal respect, verbal encouragement and emotional support. However, according to our findings, the Ukrainians who decide to create a venture in the enclave live outside the enclave. They cannot leverage on the ethnic network they belong to and hence the creation of a new ethnic venture in the enclave becomes a challenge.
Instead, discrimination results from age. As noted in the associated rationale, since older immigrants have previous working experience, it is easier for them to get trust-based support from their ethnic group; for young immigrants, it works the other way round. The latter seem to receive scant trust-based support from their ethnic group due to their non-existent or limited working experience. As a result, because of the discrimination experienced, young immigrants are probably pushed to create ethnic ventures in the enclave rather than pulled.
As a consequence of both exclusion and discrimination, the choice to create an ethnic venture can be explained by recalling the theory proposed by Ambrosini (2000) , termed 'social promotion'. According to the above scholar and others who share this view (Pécoud 2004; Volery 2007; de Haas 2010; Giacomin et al. 2011) , the creation of an ethnic venture in the enclave is just a means to be noticed and appreciated by members of the ethnic and local communities (see also Elmlund 2005) .
This finding would appear of considerable interest to policy makers who -in order to achieve the social and economic advantages linked to ethnic entrepreneurship, as underlined above -are continually looking for tools and actions able to support and foster the creation of new ethnic ventures in the enclave. Policy makers can evaluate two alternatives: they can try to make immigrants change the way they perceive entrepreneurship by moving them from necessity to opportunity entrepreneurs, or they can decide to support ethnic entrepreneurship as it is by exploiting necessity entrepreneurship. In the former case, policy makers could try to encourage ethnic networking. By developing and supporting the networking activity -not only in reference to the housing area but also in reference to the relationship with customers, suppliers, employers, service providers and so onincreasing numbers of entrepreneurial opportunities can emerge. As a consequence, immigrants could perceive the creation of an ethnic venture in the enclave not as a challenge but as an alternative able to satisfy personal and working ambitions. Ethnic ventures could then be created in different industries -even in knowledge or capital-intensive industries -and could aim chiefly at growth. If this were to happen, both economic and occupational advantages would then be derived.
In the latter case, i.e. by supporting entrepreneurship as it is, policy makers could develop synergies between immigrants and local institutions in order to supply more information about counselling programmes, tax incentives and credit assistance (if any) in order to push immigrants towards entrepreneurship even more. In this vein, immigrants who are not really engaged in entrepreneurship (as necessity entrepreneurs usually are) could be attracted by the ease of creating a new venture and hence economic and occupational advantages could be achieved as well.
